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GES at the Information Highway Crossroads 


ergio Heker’s soft spoken ways 
disguise his determination to chart his own 
course for the company he founded, Global 
Enterprise Services. Last summer it seemed 
the larger Internet firms might speed by 
Heker’s privately owned firm and swamp it. 
As if dreading that, many of his employees 
left the GES ship. 

But in spite of those rough waters, GES is 
now expanding and this month will nearly 
triple its space, moving from 8,500 feet at 3 
Independence Way to 20,000-plus feet in the 
same office park at 4390 Route | North. Last 
year it had 25 employees and this July it has 
more than 100 employees and is hiring. Fu- 
eled by a$10 million equity investment from 
a firm connected with Mexican billionaire 
Carlos Slim, Heker continues on his original 
course. ‘‘In this business, you have to ex- 
pand or go out of business,” says Heker. 

Global Enterprise Services began 10 
years ago as one of the government-funded 
Internet services that linked major universi- 
ties. Then it was located at the John von 
Neumann supercomputer center on Prince- 
ton University’s Forrestal campus and pro- 
vided a free communications link to scien- 
tists. In 1988 when the government funds 
dried up, the 30-year-old Heker rounded up 
family and private investments and took it 
private. Then some experts predicted that 
people would never pay cold cash for In- 
ternet services. 

But Sergio Heker — who is more entre- 
preneur than engineer — clung to the idea 
that the Internet could be a profit center. The 
big question now is whether Heker’s firm 
will be among those that succeed and turn a 
profit? 

Any answers to this question must reckon 
with the amazing velocity of business devel- 
opment on the Internet, which is acquiring 
every day, by some accounts, 10,000 new 
users in the United States alone. Smaller 
Internet Service Provider firms such as GES 
must compete for this business with the 
mega ISPs (such as Netcom), telephone 
companies (AT&T and presumably, soon, 
the Baby Bells), and even the cable televi- 

i tworks. : ; 
“s “Yfhair-raising timeline, in Business 
Week’s July 15 cover story on Bill Gates 


Internet ventures, shows just how quickly 
Net business can progress: Netscape Com- 
munications was founded on April 4, 1994, 
and Microsoft took its first serious look at 
the Internet on the following day. In August, 
1995, Netscape went public. This Monday, 
July 15, Microsoft debuted MSNBC, acom- 
bined cable news channel and Web site. 

Though Heker’s company has been buf- 
feted by the fast-moving development over 
the past two year, in its pioneering days it 
moved at a slower pace. In 1988 GES was 
JvNCnet, a powerhouse link between 13 
great universities funded by the government 
for millions of dollars annually. When 
Princeton’s supercomputer project closed 
down, few organizations offered Internet ac- 
cess. Princeton University’s vice president 
for computing and information technology, 
Ira Fuchs, offered to host the network on the 
main university campus. Setting down sev- 
eral requirements (including perennial free 
access for Princeton’s libraries and schools) 
he agreed to let Heker “‘spin off” that opera- 
tion to be a private enterprise. 

“The owner of the network, the super- 
computer center, did not know the asset that 
it really had,” says Heker. “‘It was focused 
on providing supercomputer services, not on 
providing networking services. This gave 


me the opportunity to implement my plan. 
The challenge was how to actually do that 
when the technology was not quite devel- 
oped to provide the community with quality 
service, and when the’ marketplace was not 
developed to understand the benefit for util- 
izing these services.” 

“It was a big risk,”’ says Fuchs. “Nobody 
could have said that the Internet was going 
to be as important as it would become.” 

“There was concern when JvNCNet was 
closed for lack of federal funds,”’ says Jay 
Brandinger, director of the New Jersey 
Commission on Science and Technology. 
“There was delight when some component 
of it was spun out into private enterprise. 
What you want to see is private enterprises 
growing and paying taxes. That was better 
than a back room operation struggling on 
within the bowels of Princeton University, 
whereas Sergio has aggressively sought 
profits. Some of the other providers struck 
out on their own just as Sergio did but got 
absorbed into other organizations.” 


[., 1990 when Heker’s new firm moved 
to Princeton University’s main campus it 
had 23 clients, mostly academic and govern- 
mental. In 1993, one year after it went com- 
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Heker & His Nerve Center: 
Sergio Heker has guided 
Global Enterprise Services 
since it was spun off from the 
Supercomputer Center. The 
room above is what the infor- 
mation highway looks like. 
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mercial, it had more than 300 clients and 20 
points of presence (POPs or nodes on the 
Internet backbone). 

In July, 1994, when Sergio Heker was a 
featured speaker at U.S. 1’s Computer 
Showcase and Symposium, he needed to 
begin his talk at ground zero to explain just 
what the Internet was. Some U.S. 1 readers 
were Internet savvy, but most weren’t. No 
advertisers printed E-mail addresses or In- 
ternet home pages. 

Now, in 1996, the Princeton area is one of 
the most “‘wired”’ in the nation. Many adver- 
tisers boast E-mail addresses and Web sites. 
Heker’s customer membership base has tri- 
pled. Among the clients are Hoechst 
Celanese, General Motors Mexico, Pana- 
sonic Technologies, Sun Chemical Corpora- 
tion, and the State of Connecticut. Closer to 
home, the Medical Center at Princeton, the 
New Jersey Division of Intemational Trade, 
Dow Jones, Bristol-Myers Squibb, and, still, 
Princeton University. 

“It got to be a successful business, thank 
goodness,” says Brandinger. ‘““New Jersey 
benefits by having one of the key internet 
providers in the state of New Jersey. It has 
been referred to as the backbone of the net- 
work for the northeast.”’ 

Heker says he has not swerved from his 
original goals, as defined by the firm’s 
name. One goal was to be “global,” and 
indeed his expansion to Mexico and Latin 
America has excellent potential, because no 
competitor has made major inroads in that 
part of the world. 


Continued on page 3, this section 
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Digital Imaging 
4” x 5" Chromes 
scanning Services 
CD-Rom Presentations 


Corporate Presentations 
35mm Slide Imaging and Creates 


Canon Fiery Overheads and Prints 
Computer Animated Presentations 
Kodak Dye-Sub Overheads and Prints 


Visit our booth and enter our contest to 


WIN A $1000.00 PRESENTATION 


| slidepc@aol.com That's what you'll be thinking 800-737-1123 
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GES is aiming at the commercial market. But competitors are also hungry 
for profitable corporate accounts and they are already getting fat on them. 


Continued from page 1, this section 


“T have been telling Sergio not 
to focus on the United States, not 
to fight it out in the trenches trying 
to be the guy with the most dialup 
connections in America,’ says 
Fuchs. ‘‘He knows people in Latin 
America, and he can make deals 
there.” 

Any analysis of GES’ potential 
for success must indeed focus on 
expansion into Latin America. 
“The natural progression of the in- 
dustry is to move from academic to 
commercial, from US-centric to 
other countries,” says Heker. “‘] 
personally feel comfortable doing 
business overseas, and I have im- 
pressed that upon the whole com- 
pany,’ says Heker. ‘“There is no 
mental block that ‘things are dif- 
ferent’ in another country. The 
needs are the same. The awareness 
is the same.”’ 

He believes he has set his sails 
to take advantage of the lull before 
the storm — before the global 
community makes huge demands 
on Internet access in Latin Amer- 
ica. “What helps us,”’ says Heker, 
‘is that there are very few firms 


that can claim to have 10 years of 


expertise in the Internet market, 
very few here, and none overseas. 
We go to Latin America with a 
portfolio of clients which is very 
impressive, and which we are very 
proud of, many of which operate 
overseas. It is seen immediately 
that we have an opportunity to im- 
plement a solution to the same cli- 
entele in those countries.” 

So far, this strategy works. The 
Latin American offices are sup- 
porting the United States office 
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and vice versa. GES’ Mexico 
branch, set up six months ago, now 
has more than 200 online clients, 
ranging from ‘the agriculture de- 
partment to General Motors. Ex- 
cept for the general manager, who 
is from Venezuela, all of the more 
than 40 employees are Mexican. 

‘“We have 12 people there doing 
advanced programming and 
graphic design,”’ says Heker, “‘and 
now Mexico is in a position to help 
our other southern activities. In 
fact, our employees are helping 
each other even though they are in 
different countries.” 


Hecer’s second goal was to 
serve a niche market, the corporate 
and institutional or “‘enterprise”’ 
market. ‘“‘We are looking for the 
most niche-specific vertical mar- 
ket that we can find,” says Heker. 
“One of the things we wanted to 
do, from 10 years back, was to 
customize services to institutions, 
and this is one of the things we do.” 

‘The thing that will make it pos- 
sible for GES to survive is that they 
have gone global,’ summarizes 
Brandinger. ““Their market is an 
international market and a com- 
mercial market — dealing with in- 
dividuals is very volatile.” 

But Heker’s competitors are 
also hungry for the profitable cor- 
porate accounts and they are al- 
ready getting fat on them. 

Two of the Internet service 
providers that had been similar to 
GES are now, in fact, much bigger 
than GES. Like GES, UUNet and 
PSINet had their roots in the aca- 
demic Internet network funded by 
the National Science Foundation. 
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But both UUNet and PSINet 
were set up by older engineers who 
evidently had better access to cash 
than Heker did. Both made major 
acquisitions and both successfully 
went public in May, 1995. 

Therefore, in the summer of 
1995, when everyone was getting 
very nervous about Global Enter- 
prise’s future, UUNet and PSINet 
were expanding dramatically. 

Before UUNet went public it 
signed Microsoft on as a minority 
partner. Then after the IPO its busi- 
ness plan called for laying lots of 
lines and reselling those lines. 
Now it is soliciting corporate ac- 
counts (if you are a corporate GES 
customer you have probably got- 
ten a UUNet phone call). UUNet 
has 800 employees and a network 
backbone of 30 cities in the United 
States, with 543 “‘points of pres- 
ence.” 

Meanwhile PSINet bought out a 
popular Manhattan-based Internet 
service provider, Pipeline. Now it 
has just sold off the servicing of 
those consumer accounts in order 
to concentrate on the profitable 
corporate accounts that contribute 
80 percent of its revenues. It has 
230 points of presence in this coun- 
try and 339 worldwide. 

Compare the competitive statis- 
tics to those for GES: 100 plus 
employees, connections to 15 cit- 
ies in the United States, and a total 
of 22 worldwide; it has its own 
POP in Mexico City and provides 
direct internet access for national 
networks in India, Sri Lanka, Sin- 
gapore, Venezuela, and Peru. 

Fuchs is in a good position to 
compare GES with UUNet and 
PSInet; he had worked with the 


Beauty 


and 
Brains 


_ Our skills are a continuing 
resource for Glaxo-Wellcome, 
AT@T, technology companies + 

and leading East Coast producers & agencies.}| 


In client fields from Machine Vision to Biotechnology, 
we create effective media - what you need to say, 
how you need to say it. 


If you are an in-house 
marketing communicator 
or an agency looking for 
an intelligent team player, 
we'd like to work with you. 


founders of all three in their early 
stages. ‘“UUNet got an injection of 
funds much earlier than GES and 
had an expansionist view early 
on,”’ says Fuchs. 

Why did the others go national 
first? Perhaps, Fuchs suggests, be- 
cause, ‘‘for most of its life, GES 
was a regional network, not a na- 
tional network. When JvNCnet 
was part of the university we were 
not prepared to be the parent of a 
commercial entity. We didn’t think 


Continued on page 35, this section 


Zit IISL 


Beyond the ’Net: 
Heker is trying to 
move GES beyond 
being simply a In- 
ternet Service 
Provider. He’s stress- 
ing training and con- 
sulting, and global 
connections, espe- 
cially in his native 
Latin America. 
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Princeton-Hightstown Road Cranbury, NJ 085 12 609°371°1900  http://www.videosmm.com 
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The new 
equation that E=MC +OMnit Net 
defines our 

observations 


and experience. , 
F=MC +OMniNet a i 


Einsteins Theory of Relativity 
explains black holes, the collapse of ¢ 


stars and even explains the orbit of i ¥ 


planets around the sun. . But. 
Einstein's theory of relativity failed to | 
predict one thing - Cyberspace. \P : 


The scientific and business community 


can rest knowing that the specialists 
at OmniNet International have been 
working hard to uncover. the solution « ;__ iii 
which explains today's most perplex- 
ing discovery in Cyberspace - Internet 


and Intranet Business Solutions. 


As the Internet Business Solution, 
OmniNet International offers Corporate Intranet Full-Service IAP 
Solutions and Connectivity to the Internet via a 4 Mbs 
SMDS. backbone - transferring files, well, at the speed ee austere 


of light. Or, wed like to think so. Hosting Services 


With this accelerated capacity and full-service Workflow Automation 
Internet/Intranet capabilities, OmniNet International is path 

Custom Application Development 
the missing variable that completes the theory of the 
great one. Your business can now take advantage of our Network Integration 
discovery by calling our main office. See for yourself how 


, Enterprise Connectivit 
this equation actually benefits the reality of your business. c ee, 


WAN 
Call 908-274-OMNI 


http://www.omniconnect.com LAN 


Firewall 


Security 


P Afygg” Legacy Systems Migration 


OmniNET 


InN TERN A 


Enterprise Information Management 


ra, Visit our booth at the 
The Internet Business Solution 


U.S. 1 1996 Computer Showcase & Symposium 
Princeton Hyatt Regency, Thursday, July 25 


; (908) 274-0MNI 
Sorry Albert. Maybe next time. 
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AAEC can strengthen your business through the Internet and World Wide Web 
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The AAEC staff can: = 
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~umme Create a Web Site to showcase your company 
wumaae Enhance your WebSite with JAVA Scripts 
muame Construct Web Page Data Base Applications 


WORLD WIDE 
WEB 


e 


INTERNET , ‘me Connect your current LAN to the Internet 
BONN Seneca =e Bring Internet e-mail to each person's workstation 
: uaa |ntegrate office locations through the Internet 
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(eae wae Create firewalls for company security —~ . 
Se 6/s/ii fee xm Design an Intranet for your company ‘ 
wunae Create on-line catalogs for easy ordering 


Dial (800) 959-2660, 
extension 2906 to speak 
with a repreentative 


or E-mail us at 


sales @ aaec.net 


Call today to find out how the Computer Professionals can help your company 
http://www.aaec.net _ maximize profits using Advanced Systems Integration and Internet Service! 
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This is about how your 


business 
can get the adva arecye 


-communications 
Nardware and 
—software 


it needs. 


It isn't about why you have to communicate better or when the time Is ripe to 


get your feet wet. 
This is about an investment MCI® is making in the future of its customers. 


A new program that puts laptops on desks and pagers in pockets. It’s about 

giving you e-mail, the Internet, call centers and more. | 
This is about people who can help you put all the pieces together. About how 

you're one phone call away from changing the way you do business forever. 


kIICL 


1-800-289-0098 


http://www.mci.com 


© MCI Telecommunications Corporation, 1996. All rights reserved. 
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COMMON SENSES 


UNCOMMON 


At Princeton Direct/Princeton Interactive, 
an acute sensitivity to our clients’ needs 
is a clear-cut expectation. Applying good 
business sense to exceed that expectation, 
and helping them stay competitive and 
profitable, are challenges we’ve met 
successfully since opening our doors 

in January, 1987. 


e 


We're a savvy group of marketing, 
creative, and technology professionals 
dedicated to helping business-to-business 
and high-tech marketers succeed by 
adapting new marketing and media 
techniques, and leading-edge 
technologies that get results. 


o 


In fact, we're one.of the first agencies to 
successfully integrate interactive media 
into direct mail lead generation programs. 
It’s this “ahead of the curve” mind set and 
our common sense approach to business 
that’s made us one of the country’s 

most progressive integrated marketing 
firms, and a valuable business partner 


for growth-oriented companies. 


B-To-B Online‘and The Internet Marketplace For Business are trademarks 
of Princeton Direct /Prineeton Interactive Communications, Inc. 
© 1996, All rights reserved. 


We 


LISTEN 


Carefully To 
Your Input 


We Develop 
A Clear 


VISION 
Of Your Needs 


Winning Programs 
With Good 
TASTE 


We 


SNIFF 
Out Hidden 
Opportunities 


We Stay In 


TOUCH 
With Your 
Business 


MARKETING SOLUTIONS 


Here’s A Sense For What We Offer: 
Internet Marketing / Web Site 
Development 

@ Creative Concepts 

@ Graphic/Interface Design | 

@ Programming 

@ Maintenance/ Updates 


@ B-To-B Online™ The Internet 
Marketplace For Business 


Direct Marketing 
@ Direct Mail 
Print Direct Response 
@ Collateral 
Interactive Multimedia 


@ CD-ROM/Diskette-Based 
Brochures and Catalogs 


@ Sales Presentations 
@ Trade Show Kiosks 


FREE Web Site Notepad! 

Visit us at Computer Showcase & 
Symposium ‘96 at the Hyatt Regency 
Princeton on July 25th and receive our 
handy desk accessory “Web Sites I 
Want To Visit” Or contact us via e-mail 
and we'll electronically send you our 
informative guide “10 Ways You Can 
Use The Internet To Boost Your Direct 
Marketing Results; absolutely FREE! 


Contact Bob Zyontz: 
E-mail: guide@picdirect.com 
Phone: 6094520-8575 


Internet: www.btb.com/ picdirect 


PRINCETON 
ee 2 Oe 
INCORPORATED 


5 Vaughn Drive Princeton, N] 08540 
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OUR COURSES ADDRESS ALL LEVELS OF THE NTERNET 
: © Developers e Web Masters 
uae e System Administrators © End Users 
=———= STOP BY OUR BOOTH = 
AT THE HYATT REGENCY IN PRINCETON 
on Thursday, July 25 


and take advantage of this special offer... 


Sign Up For A Novell Internet . Sign Up For A Microsoft Internet 
Class & Receive A Copy Of (lass & Receive A Copy Of 


A 
*99 
— VALUE 


> 4 


Novell 
Authorized 
Education 
Center 


NetWare 4.1 
System 
Administration 
On CD-ROM 


Windows NT 3.5x 
Server - Part | 
On CD-ROM 


' SEE YOU AT THE SHOW! 
co METRIC 


education 
Services 


1-800-ICM-9987 


ari. http://www.icmus.com 
Pony ee Princeton and Roseland Locations 
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REDUCE THE 
COSTS OF 
ACCEPTING 

CREDIT CARDS 
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CHANGES IN VISA/MC REGULATIONS FREE STATEMENT ANALYSIS 

IMPACT YOUR BOTTOM LINE With all the unnecessary charges along with the many 
Due to recent changes in Visa/MC Regulations, technological advances in the credit card industry today, 
many businesses are currently paying higher rates it makes sense to have a professional evaluate your 

and service charges for credit card processing than current processing situation. We will perform a thorough 
necessary. In addition, many point-of-sale applications _ review of your processing charges, determine your 

are not updated frequently enough to keep up with potential savings benefit and report to you with our 

the changes...this could mean a lack of protection findings. No pressure, no hassles, just an invitation to 
against chargebacks and fraudulent transactions. join our family of satisfied Bancard merchants. 


% 


BANCARD, INC. 
Since 1980, Bancard has been building a national reputation for providing the best 
credit card processing and payment services available. Bancard goes beyond 
savings to offer you an uncompromising commitment to customer service and a 
growing list of benefits designed to give you and your business the competitive 
edge. Providing tomorrow’s technology including SmartCard and CDPD for _ 
remote location processing. More and more companies are discovering . 
the Bancard Advantage, from restaurants and hotels, to retail stores 
and service companies, as well as companies requiring business-to- 
business service. They know that Bancard can help them maintain: 
their competitive edge with fast and flexible systems that allow [oe 
for greater savings, convenience and customer satisfaction” ; 


* PROFESSIONAL, COURTEOUS CUSTOMER 
SERVICE 24 Hours A Day, 365 Days A Year 

* PROCESSING ALL MAJOR CREDIT CARDS, 
MAC, NYCE plus Check Guarantee 

* SIMPLE, EASY-TO-UNDERSTAND 
ACCOUNT STATEMENTS With all Card 
Types, Deposits and Fees Clearly Spelled Out 4 

* DIRECT ELECTRONIC DEPOSIT 
TO ANY BANK YOU CHOOSE 

* LOCAL OFFICE Staffed with Full Time 
Professionals Who Will Tailor Programs 
To Meet Your Specific Needs 

">* OVER 16 YEARS EXPERIENCE 
With All Types of Businesses 

* FULL SUPPORT For All Standard Terminals Come & see our demonstration of the latest 
and Point-Of-Sale Computer Systems. technology in credit card processing at the 

U.S. 1 Computer Showcase 


BANCARD, INC. 


Because Every Transaction Counts 


Princeton Regional Office - 609-924-1249 ¢ 800-758-1221 
Regional Managers - Joan Bartl and Bill Hearon 
ex , Call Today For Free Analysis. 
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with a Media Delivery 
System from 
Graphic Integration 


Sales 
Rentals 


— Consulting 
201-244-1220 


Interactive Kiosks - complete hardware/software solutions 

Video/Graphic Messaging Systems - hardware, graphics creation, 
program scheduling | 

Systems Integration - particularly in the area of professional video 
products with evolving computer technology — 

Multimedia Development - Interactive CD ROMS, Web Sites 


a Save with Geothsaa Heig a Cain 


We seek to assist organizations in all phases of their electronic 
display development including, but not limited to: 


Graphics Programming Technical Service 
Computer Hardware Video Hardware Project Management 
Digital Video Compression —_ Display Design Construction 


Applications 
Corporate Lobbies, Malls, Offices, Training Centers, Trade Shows and Meetings. 
Graphic Integration's Systems have been used in the following locations: 


SNOLLDANNO= 
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Liberty Science Center JCP&L Corporate Offices 
Mercedes-Benz Corporate Offices Rockaway Mall 

Monmouth Mall New Jersey Builders Conference 

New Jersey Mayor's Conference Trump Taj Mahal Hotel & Casino 
Randolph YMCA Real Estate model homes throughout NJ 


Stop by our exhibit for a hands-on demonstration of an interactive kiosk and a video/ 
graphic messaging system at the U.S. 1 Showcase at the Hyatt Regency Princeton July 25. 


GRAPHIC INTEGRATION INC. « 141 New Road, Parsippany, NJ 07054 
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DELIVERS! 


Call us in Princeton 908-329-0029 
or in Philadelphia 215-627-6211 
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Registration or Information: 


(609) 520-5111 


fax: (609) 520-5479 R 
e-mail: djtrain@cor.dowjones.com 


home page: www.dowjones.com/training 


P.O. Box 300 
Route | and Ridge Rd. 
Princeton, NJ 

08543-0300 


YOUR SEARCH IS OVER!!! 


You'll never miss a deadline again! 


You pay as little as $5.95 for Slides, and as 
litle as $1.95 for Overheads. You will 
save more than 20% 
over our competitors’ prices. 


We also offer you 35mm Slides and 
Overheads from your 


- computer files in less than Four Hours 
or we'll give you a 


50% rebate 


if we miss your f'USN deadline 
on our digital imaging or custom lab services. 


We offer you our services 
in either Mac or PC format. 


You can count on an unconditional guarantee on all our services. 
We offer free pick-up and delivery for all our local accounts! 


al 743 Alexander Road, Princeton, New Jersey 08540 . 
Tel: 609-452-9444 Fax:609-452-9517 Modem: 609-452-0271 
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Networking 
Polmar ‘Technologies’ 
Advanced Systems 
Group is a group of 
experienced and certi- 
fied Systems Engineers 
combined with a highly 
skilled support struc- 
ture. This group has been assembled for the 
sole purpose of developing and delivering high 
end network integration, support, and services. 
These services include Network Study/Design, 
Network Installation/Upgrades, Network Docu- 
mentation, Network Support, and Time & 
Materials/Contracts, Protocol Analyzer 
‘Troubleshooting, Disaster Recovery and Lotus 
Notes development and implementation. 


: Mission 
‘Statement: 


Service 


g System Maintenance 
through outsourcing 
provides for increased 
productivity, reduced 
downtime and cost 
savings. Polmar Tech- 
nologies’ strengths 
include central dispatch, nationwide coverage, 
flexibility, large parts inventory and A+ certifi- 
cations on major manufacturer’s products. 
Inquire about our many service plans. 


Portable 
Products 


Polmar Technologies 
offers both standard 
“Laptop Services” as 
well as customized 
programs specific to 
your organizational 
needs. Offerings include Hot Spares, 24-Hour 
Repair, 2-Day Response and Spare Pool Main- 
tenance. 


-Polmar Technologies 


Systems Integration, Solutions & Services 


Training 
Services 


Polmar Technologies 
can address all your 
specific training re- 
quirements. Whether it 
be our classroom or 
yours, Instructor-Led 
Training (ILT) or Computer Assisted In- 
struction (CAI), open enrollment or private, 
standard applications or custom, Polmar 
Technologies is prepared to provide the 
optional solution for you. 


— 


Heip Desk 


Polmar Technologies’ 
Help Desk is a single 
point of contact for 
multi-vendor hard- 
ware, software and 
networking services & 
, solutions. Polmar 
Technologies can provide your organization 
with the highest level of quality of phone 
support solutions. 
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Procurement 


Polmar Technologies’ 
Materials Management 
Department has direct 
access to 11 Merisel/ 

= ComputerLand Distri- 
bution Centers with 
direct ship capabilities, 
on-line access to over 
20,000 SKU’s from 
over 700 vendors, and inventory resources in 
excess of $250 Million. Our Materials Man- 
agement Department provides project man- 
agement and inventory services as well as the 
standard procurement services. 


Polmar ‘Technologies, as a systems integrator, brings to you the 
strength of our relationships with the following organizations: 


American Power Conversion, Bay Networks, Cheyenne, 
Citrix, Compaq, DCA - Attachmate Corporation, 
Digiboard, Hewlett Packard, IBM, 


Intel, Lotus, Microsoft, Netscape, Novell, and many more 


FOR MORE INFORMATION - SEE OUR WEB PAGE ON THE INTERNET! 


www.polmar.com 


OR CALL US 


908-549-5111 
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‘Digger-than-Life Telegraphic signs: 
Display giant signs, banners, life-size stand-alone photos of people, products, 
slogans, logos - anything representing you or the image you project - 
at affordable prices! . 


To discuss the best way to use 
BLT's to market your company, 
for technical information, prices, 
pick-up or your nearest 
Triangle location, 


Call 1.800.238.1784 


Then, supply us with... 


Your Creative Center 
your art, photo, camera ready 


9 . 
mechanicals, transparencies, S$ for Takeout or Delivery! 


35mm slide, or your PC or Mac ) 
files on disks, Syquest, or CD. 
Or just give us your idea, and 
we'll complete it for you. 


LET ELTET TEESE 


tp 
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Delicious COLOR that wont take a big bite out of your wallet. 
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Thinking 
Computer 
Training? 


Think 
Mercer County 
Community 
College. 


Whether you require courses. 
for one person or one 
hundred, whether you're 7 
looking for a program for your 
support staff or your most 
senior managers, Mercer 
County Community College is 
your single resource for your 
comprehensive training needs. 


The Mercer Advantage = = Computer Courses 


¢ Affordable pricing -¢ Business Applications 
¢ Outstanding adult-focused instructors | 


¢ Close to your work or home 

¢ Practical hands-on training 

¢ Free open lab time 

¢ Convenient day, evening, ¢ Internet 
weekend schedules _ 

¢ Classes can be arranged exclusively 
for your employees on campus or at 
.your site : 

¢ State-of-the-art equipment ¢ Programming/Languages 


¢ Desktop Publishing 


¢ Networking 


For more information call 


609-587-1461 


a. The Center for Training 
4 ¢ > and Development 
: at Mercer County Community College 


We'll help you work smarter. 


Visit Mercer’s Home Page — http://www.mccc.edu 


OP”, 


0 
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Chubb 
Computer Services 
Computer Training & I/S Staffing Solutions 


Chubb Computer Services is the new Corporate Umbrella for a Total Range of Computer Training and I/S 
Staffing Services. Our tremendous growth and national expansion have created outstanding oppportunities: 


INFORMATION 
TECHNOLOGISTS 


Chubb Computer Services' Professional Re- 
sources division needs experienced Programmers, 
Analysts and Technologists for both career and 
consulting opportunities in the Central New Jersey 
area. 

Candidates. need 2-8 years experience with any. of 
the following: COBOL, CICS, DB/2, UNIX, OS/2, 
Sybase, Oracle, SQL Server, PowerBuilder, Visual 
Basic, Access, C, C++, Lotus Notes, FoxPro, 
Windows NT, SDK, Novell, AS/400, VAX, MAC. 
UNIX/LAN Admin, LAN/WAN/PBX, 
ECNE/CNE/CNA. HPUX, Natural/ADABAS. 

We are also looking for Help Desk professionals 
Level I & II. Windows environment a plus. 

Excellent salary, benefits and work await Chubb 
quality professionals. Chubb alumni are encouraged 
to respond. 

Fax or mail your resume to Chubb Computer 
Services' Professional Resources Division: 


Dept. FPJ-US1 Dept. FPJ-US1 

399 Thornall Street, 8th Floor 10 Sylvan Way 
Edison, NJ 08837 

Fax: (201) 682-4979 


Parsippany, NJ 07054 : 
Fax: (201) 682-4979 


ATTN: HUMAN RESOURCES 
& STAFFING MANAGERS 


If your company is downsizing, Chubb Computer Services - 
can provide a unique alternative to outplacement programs 
that will re-engineer your employee's skills and provide them 
excellent career opportunities in Central and Southern New 
Jersey. 

Chubb Computer Services has been offering individuals. 
and corporations specialized training and technical career 
opportunities at Fortune 500 companies for more than 25 
years. Our unique programs provide your employees with 
career opportunities which will offset the burdens associated 
with downsizing your I/T staff. 

Our most recognized program is our corporate sponsored 
Top Gun program. Top Gun trains people in the new and 
emerging technologies and guarantees them "fast-track" 
positions in Fortune 500 companies. 

We can help provide you the solutions to help get your 
employees back on a productive and rewarding career track. 
For more information, call Larry Fisher at (201) 682-4904 or 
write to us at the address below. 


Dept. FPJ-US1 Visit Us At The 


651 U.S. Route 1 South Diai , 
; igital Revolution 
North B k, NJ 08902 

ak ee U.S. 1 Showcase! x 


Fax: (201) 682-4979 July 25, 1996 


Hyatt Regency j 
R18 Nocader Rd. 
7 Princeton,NJ ~.Y 


For Computer Training ... 


the Answer Is 


Chubb! 


For more information about 
Personal Career Training, call 


1 -800-CHUBB-3 7 


For more information about 
Corporate Computer Training, call 


| -800-CHUBB-O7 


Personal Career Training 


Individuals can start or advance their career through 
training provided by The Chubb Institute. Courses are 
offered in: 
¢ Computer Programming 
Personal Computer Applications 
Technical Support 
Client/Server Applications 
Network Engineering (CNE) 
All programs offer free job placement 
assistance and Financial Aid is available 
to those who qualify. Every month 
we help place more than 100 Chubb 
graduates in great jobs. 


Corporate Computer Training 


Our Corporate Training division provides 
more than 150 courses including: 
Client/Server Technologies 
PC Prdgramming Languages 
Networking & Groupware 
Operating Environments 
Word Processing & Spreadsheets 
Database 
Graphics & Presentation 


Located Throughout New Jersey: Microsoft: Productivity Tools 
North Brunswick, SOLUTION PROVIDER Mainframe Topics 
Parsippany, Edison & Jersey City eee © §<Our Corporate Training division is a 


http://www.chubb-csves.com 


Education Center 


Microsoft Technical Education Center. 


~ 
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ou need to plan a direct 
marketing campaign, but you don’t 
have much money? Figure out how 
much money you think you’|l 
need. Then cut your research costs 
and take out a big chunk of your 
media buys. Then remove another 
chunk of postage and printing 
costs. What are you doing? You’re 
doing new marketing with digital 
technologies. 

“Suddenly the smallest business 
can compete on an equal footing,” 
says Derek White of Market- 
Source Interactive. ‘“Technologies 
have created a level playing field 
the likes of which have never ex- 
isted in any communication time in 
history. That doesn’t mean that 
everyone can succeed, but that 
anyone can play the game.” 

Digital marketing is a new 
game, and you don’t have to be on 
the World Wide Web to play. You 
can play this game by exploiting 
E-mail, sending out CD-ROMs 
and disks, accumulating informa- 
tion for client databases, collecting 
data to streamline office proce- 
dures, harnessing databases for 
presentations on laptops, and using 
database technology to create a 
custom message for a specific tar- 
get audience. 

Though it’s a new game, the old 
rules still apply. Digital marketing 


COMPUTER PROBUCTS 
DIVISION 


22> 


@ PC Buyer's Choice - 


DID YOU KNOW ??? 
Western Digital Hard Drives 


@ Computer Resellers News Champion Award 4 years in a row. 
# PC Worlds World ae — 4 years/Best Product 1996. 
PC Computing's winner. 

# Computer Shopper Best Buy in 1993, 1994 and 1995. 


Genuine Sound Blaster / Multimedia 


¢ PC World voted Best Sound Card in 1995. 

@ Multimedia World Magazine - Readers Choice Award 

orld Class Award for PC Sound. 

¢ Computer World - Reader Choice Award/Product of 1995. 


ROBOTICS 100% UPGRADEABLE SYSTEMS 


PCs and Marketing Magic 


is really just direct marketing con- 
ducted in another media, says 
Larry Trink of Princeton Interac- 
tive: ““What works in direct mar- 
keting will work on the Internet.”’ 

Trink and White will discuss 
New Marketing with the New 
Technologies at the U.S. 1 Com- 
puter Showcase and Symposium 
on Thursday, July 25, at 4 p.m., at 
the Hyatt. They’ll answer these 
questions: Why should we market 


The term ‘virtual 
value chain’ repre- 
sents the kind of 
digital marketing 
that any business 
can use to leverage 
intellectual property. 


with digital technologies? How 
should we market in this new way? 
And, since the technology is mov- 
ing so fast that it all seems like a 
blur, when will we know if we’re 
succeeding? 

Following the panel there will 
be a computer showcase from 5 to 
8 p.m. plus a hands-on new media 


LARGEST SUPERSTORES IN THE AREA 
C-O-M-P-U-T-E-R 
SALE ! 


NETWORKS * UPGRADES * REPAIRS * PARTS * SOFTWARE * TRADES 


22> 


marketing workshop by Irv 
Brechner, affiliated with American 
List Counsel. In addition to sug- 
gesting ideas for the World Wide 
Web, Brechner will focus on effec- 
tive use of E-mail. Admission to 
everything is free, but please 
RSVP by using the coupon on page 
35 of this special section, or by 
sending an E-mail with name, title, 
company, address, and phone to 
us |news@aol.com. 

Direct marketing techniques, in 
the pre-digital age, were the 
growth industry of the ’80s, says 
Trink: “Direct marketing was 
growing at twice the rate of general 
advertising.” It was and is used to 
get recognition, to differentiate a 
firm in the marketplace, to expand 
a prospect list, to shorten a sales 
cycle, to build distribution chan- 
nels, or to build prospect and client 
databases. 

Old style direct marketing en- 
compasses telemarketing, direct 
mail, direct response print (includ- 
ing coupons and bingo cards), di- 
rect response television (@nfomer- 
cials and 800-number responses), 
catalogs, yellow pages, sweep- 
stakes — anything that generates a 
mail response or a phone call. 

For the new digital game, on or 
off the World Wide Web, the cost 


_ of entry is lower. “For a company 


to launch a quality catalog is 
$100,000 and up,” says Trink. 
“On the Web, you can do a limited 
catalog for a few thousand dol- 
lars.”” | 


The Internet is also an inex- 
pensive place to test responses, to 
build a client database, and to tar- 
get messages to individual buyers. 
““When we send out mail, if we 
don’t do a great job on the enve- 
lope, we’re going to lose them,” 
says Trink. “Interactive marketing 
puts the customer in control of 
what they want to see and when 
they want to see it. You might have 
three or five different messages to 
hook them in, but in direct mail, 
you better hope you got the enve- 
lope right.”’ 

For those without Web sites, E- 
mail offers cost effective delivery 
of automatic responses (such as 


Discover the 
Power of 
Networking! 


price lists), answers to customer 
inquiries, market research surveys, 
notifications of new products, and 
program announcements for large 
groups. 

The term “virtual value chain” 
is being used to represent a kind of 
digital marketing that any business 
can use to leverage intellectual 
property. (This term comes from a 
Harvard Business Review article, 
November/December 1995, by 
Jeffrey J. Raport and John J. 
Sviokla.) 

Raport and Sviokla compare the 
assembly of an automobile on a 
production line with a manager 
collecting raw information and 
adding value by gathering, organ- 
izing, selecting, synthesizing, and 
distributing the information. 

They cite Geffen Records, 
which uses its Web site to distrib- 
ute digital audio and video samples 
and to provide information about 


* Intel Pentium Processor) Bring in this AD for SPECIALS + Wincioneni-beneel Sabi 
CPU Chip Upgradeable! 256 pipeline cache} ¢ 4MgRAM/72pin Lifetime Warr $ 45 ¢ Novell Networks 
Full SIZE 8 Exp slots, Intel Triton * Set | ¢8 MgRAM/72pin LifetimeWarr $ 85 ¢ Network Faxing 
Tower 6 Drive Bays, 1/28 GB WD onitor’| ¢16MgRAM/72pin Life Warranty $145 | J + E-Mail 
28d ANI, 64 Bit video/1Mg MPEG, 3.5"| #SVGA Monitor .28dp/NI1024x768 $ 239 ~ ¢ Virus Protection 
2 Serial Ports/ 16550 ad . azallel, Stace ¢ 1.2 Gb Western Digital Hard Drive $ 217 Cheyenne  * Microsoft Office 
pny peer Biatier 32 peakers, CD | #8XCD-ROM Drives(Toshiba) $135 * Accounting Systems 
tles (Encyclopedia,games Logitech Mouse} Peach Tree Accounting Software $ 19 ¢ Database Application 
3 Button, Oversize Non-Skid Mouse PAD, | ¢28.8FAXmodemPnP/Cardinal $129 Design & Development = 
and it's high-end 100% UPGRADEABLE! | 4 £ on scyus2 printer (NOT2S) $288 
NOT 3 
Pentium 100 Mz 1 y 519.99) ¢ Hewlett Pack Jet Printer(portable)$ 129 609-890-9550 : 
Pentium 120Mz $ 1,589.92) Pre-Owned PC BlowOut!! Call for a free consultation. “ 
Pentium 133 Mz 1,669.99 386/486/Pentium PCs! over 70 , 
Pentium 166 Mz 1,929.99 Reconditioned w/warranty!! CAJ- aia a 
* Upgrade to 2.1 Gb WestDig Hard Dr $129 NOTE: Corporate, Multiple, Educational Etc, oo 
* Upgrade to 32 MegRAM/72pin..$ 139 | DISCOUNTS AVAILABLE - CALL! POET OR 1c a teembhbi is Onee 


APPLICATIONS 
EAST,INC. 


We are always lo 
tecliutical & marl 


Fax 609-890-7078 


STM ROBOTICS / COMPUTERS since i083 
825 State HwyRt. 33, HamiltonNJ 08619 830 State Hwy Rt. 206, PrincetonNJ 08540 
‘609-252-0035, FAX 683-5539 


Member, NJBIA 


609-587-3335, FAX 587-9764 


with New Technologies 
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See You at the Showcase: Larry Trink, left, and Derek White will lead the 4 
p.m. symposium on ‘New Marketing with the New Technologies,’ including, of 
course, the Internet. Irv Brechner, right, of American List Counsel and the 
Smart Business SuperSite will conduct a workshop at 6:30 p.m. It all happens 
Thursday, July 25, at the Princeton Hyatt, along with 30 exhibitors presenting 
their wares from 5 to 8 p.m. To register see page 35 of this section. 


its bands’ tours. The page is both 
showroom and a new retail chan- 
nel. “It is also an information mir- 
ror of an activity that traditionally 
has occurred in the physical world 
— a stage in a virtual value chain 
that parallels a stage in a physical 
value chain. 

Geffen’s managers could 
ratchet up the information col- 
lected in the physical chain. They 
could post practice sessions on the 
Web, thus inviting fans to pay to 
“‘sit in.” They could also let fans 
listen to engineers edit the material 
or pay to download interviews 
with the musicians before they are 
published. 

Your virtual value chain, White 
says, could be the databases that 
you develop. This knowledge be- 
comes your asset. Says White, “A 
well-designed database is a fantas- 
tic marketing tool.”’ His ideas: 


e Track your telephone inquiries, 
put them into a database, and 
often asked questions become 
the grist for new marketing ca- 
pabilities. 

e Track customer responses to im- 
prove internal procedures. An 
auto dealership might use its da- 
tabase to note that a particular 
client will write to Detroit if his 
car is not finished on time. 


e Use the database to trigger sales. 
An auto dealership’s computers 
could automatically spit out re- 
minders for oil changes. 


e Gather information from your 
clients, your products, and your 
competitors. ‘Called a ‘‘data 
warehouse,” it can give a big 
shot of adrenalin to sales presen- 
tations on your laptop computer. 
So how does interactive market- 

ing work? One answer is that it 


works the same way marketing al- 
ways works and that it uses the 
same basic principles. Ignore those 
principles at your peril, says Trink, 
who chafes at the thought of com- 
puter experts being hired to mas- 
termind a Web site used for mar- 


keting. Marketing or any other 


digital marketing activity is, after 
all, best left to marketing experts. 

“The principle we espouse,” 
says Trink, “‘is, you gotta stick to 
the discipline: what media are you 
going to use, what offer are you 
going to use, what the creative 
message will be, and what is the 
format.” 

Any one of those four points can 
go wrong. As an example, he 
points a firm that offers mainte- 
nance software to copy machine 
sellers. ““He is getting people in the 


Continued on page 32, this section 
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= ‘omputer Training 
=_-enter of Princeton 
401 Wall Street * Princeton, NJ 08540 
Offering One-Day Classes in: 
.DOS 
Windows ., 
WordProcessing | 
Data Bases a — ‘ 
Spreadsheets Me s Sis Coming Soon: 
Desktop Publishing aa di Windows 95' 
Graphics .SA\SY’ ss Microsoft Office Integration 
and More... Y 


For a Complete Course Schedule Call: (609) 921-7900 


| Ask about our available upon request classes 


There's no time 
like the present 
to get your 
company on 
the Internet, 
because time 
is money and 
the longer you 
wait, well, 
you know... 


Web Page 
Design 
& 
Marketing 


ACM 


“TEL 


http://www.stratatel.com 
email: russelllI@soho.ios.com 


908-549-3969 
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The Get Smart Site 


f you want free business ad- 
vice, instead of surfing 500 busi- 
ness sites, visit Irv Brechner’s 
SmartBusiness Supersite, http://- 
www.smartbiz.com, which has 
4,000 free resources in 63 different 
categories. And if you happen to 
need a book, you can get one while 
you’re there. 

Brechner will give a free 40- 
minute workshop at the U.S. | 
Computer Showcase and Sympo- 
sium on Thursday, July 25, at 6:30 
p.m., at the Princeton Hyatt. He 
will show how to coordinate exist- 
ing media (newsletters, print, and 
broadcast advertisements, public 
relations, and list mailings) with 
new media (E-mail and Web sites) 
to find new ways of locating pros- 
pects and communicating with 
them. ‘“These technologies can en- 
hance ‘old’ marketing methods,” 
says Brechner, “‘and help the non- 


specialized marketing person to 
use database techniques that mirror 
direct-mail.”’ 

“The reason why there hasn’t 
been more success with Web 
sites,’’ says Brechner, “‘is that most 
companies just throw their bro- 
chures up on the Web.” 

Brechner will cite some of the 
very few examples of sites that are 
profitable. Onsale (http://www.- 
onsale.com) quickly went from 
revenues of $800 to $2 million. It 
sells used computers in odd lot lig- 
uidations and closeouts. CDNow 
(http://www.cdnow.com) sells a 
wide selection of music CDs. 
Amazon (http://www.amazon.- 
com) racks up $5 million in annual 
book sales. 

As for saving money, he points 
to the Federal Express web site. 


Continued on page 34, this section 
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NEW POSTAL REGULATIONS 
___ ARE IN EFFECT. _ 
SO LEAVE THE MAIL TO US. 
ENJOY... 


THE GAME OF 


START THINKING: DECIDE WHETHER IT WILL DESIGN THE MAIL PIECE TO DECIDE ON A 
e HOW TO INCREASE BE POSTCARDS (MANY REASONS TO |} MEET. AUTOMATION STANDARDS } PRINTING METHOD, 
SALES? ADVERTISE WITH THEM) THE BETTER THE DESIGN, ¢ DIGITAL Fut 
¢ HOW TO PINPOINT FLYERS © NEWSLETTERS THE MORE EFFICIENT IT PROCESS COLOR 
etc. IS PROCESSED. AS A ¢ TRADITIONAL 


MARKET? 
¢ CONCEPTUALIZE, 
e BRAINSTORM 


~ RESULT, MINIMUM POSTAGE ¢ COLOR COPIES 
AND FASTER DELIVERY. AND WHO? 


DETERMINE WHAT 
POSTAGE WILL COST. 


eretatetetacereterereces 


CONDUCT A 
NEEDS/BENEFIT STUDY 
® POSTAGE ANALYSIS 


CONCEPT 


SEND 
FILES TOA 

COST EFFECTIVE PRINTER, 

PREPARE AND 


"3. PICK UP FROM 
5 ee & 
"oe » PREP FOR 


GET DATABASE 
READY: 


¢ CASS e DELETE DUPES SUPERVISE THE JOB. 
oe e REMOVE BAD *eJ2. MAILING NETHER PROMOTIONS? 
» ERTIFY tapes ER ADS ® FULL 
ADDRESSES “tate 
ia Identify target ofs COLOR BUSINESS CARDS 


market 


“*ec8., © SIGNS © CATALOGS PT} 
ete, ETC. (START OVER) DN i 


ay r 
e BUNDLE ‘ 
© TAG 
¢ PRESORT MAIL ° Tray DEAL WITH 
& STRAP THE POST 
‘say OFFICE 


P.S. IF SAVING TIME AND MONEY INTERESTS YOU, THEN CALL NOW. To 
IT’S ALL UNDER ONE ROOF. LET US HANDLE YOUR MAIL GAME. Post OFF! CE 


609-799-1192 609-799-6515 


PRINT 
BARCODED LABELS 


° Insert Mail 
¢ Direct 
Addressing 
(STANDARD) 
No labels! 


ELLIE. 


Wo» 


TE LLL y 


“955 Mein F = >. PRINCETON pporeeny NN ST 


Pan fant 


- 


550 supplies in stock in | or 
Princeton office. : 


rid Presentation Products ... 
= Palette Digital Film Pee 
_ = Sprinscan 35 Slide Scanner _ 


3490 Route One North, Building 
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: Microsoft Powerpoint 
Adobe Persuasion 
Lotus Freelance Graphics 


35mm Presentation Slides 

Digital Photo Retouching 

Flatbed & Film scanning 
Presentation & Advertising Design 
Web Page Design 

LCD Projector Rentals 


8B Princeton, NJ 08540 Tel: G09°452-6446 Fax 609: 432- 6494 


visit our website at http://www.DigitalAG.com 


U.S. 1 
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WHAT'S LEFT ED) Answers about the Internet. Not just creation of Web Pages, but an 


overall strategy and platform that allows you to use the Internet for E-mail, Web access, 


and application development. E-dezign Group has been providing technology solutions 


since 1988. When you're ready to do business on the Net, let E-dezign Group be your 


technology partner. 


a L@ 


Call Us For Help With 


° ° Web Site Design and Creation — 


° * Hardware/Software Technology Recommendations and Evaluations 


a Internet Servers and Firewalls 


° Server Co- locations, Temporary Servers, and Permanent Hosting Services 


° E-mail Integration and Forwarding 


A oF 


’ 


Internet Hardware/Software 


Access Choices 


Software Development 


E-dezign Group 


114 W. Franklin Ave 

Suite K1-3 

Pennington , NJ 

609 737 1179 
sales@ezweb.com 
http://www.ezweb.com 


Superior Office 
& Furnishings 


WwW <€ 


MIssiON STATEMENT 


Integrity, Service and Product 
Knowledge are all elements in our 
quest for our clients’ success. 


JULY 17, 1996 


SPIDOLEILLELLLEPPLDS 
LOORVIDILEL LEED USED 


Superior Office Design & Furnishings Inc., located 
at 119 Wall Street, Princeton, NJ, and its parent 
company, State Sales Office Furniture (Certifed 


Women-Owned Business, State 
Certification #222370873), 
located at 694 South Broad 
Street, Trenton, NJ, have a 
common denominator... 


Service: 

e Space Planning and 
Design 

¢ Corporate Moves 

e Rental 

e Leasing Options 

e Storage of Product 

e Delivery Service 


Superior Office Design & 
Furnishings and State Sales 
Office Furniture efficiently” 
utilize time, space, and 
resources in a manner 
unmatched in the marketplace. 


Our fifty-year background has 


proven to be an indispensable tool that all of our clients have at 
their disposal. It is from that unique background that we arrived at 


our mission statement 


Superior 


Office Design 
© Furnishings 


119 Wall Street 
Princeton, Nj 08540 


609-252-1420 


609-252-1450 
fax 609-394-8283 


Is your business beens 


business owner with 
your foot on that 
first rung of the 

corporate ladder? 


There i is i hte 


de 
he 


to whe t we can create 


or ‘your ‘Company, 


UNUIMITED 


“Unlimited Marketing Concepts’ 


+ Market Plan Development 
& Implementation 


+ Website Development & 
Internet Marketing 


+ Trade Show Representation 


+ Mailing Services 
& Marketing Lists 


¢ Graphic Design & Layout 
¢ Materials Creation 
+ Promotional Products 


+ Research Projects 
& Reporting 


397 Ridge Road - Suite #6A 
Dayton, N.J. 08810 
Phone: 908-329-1704 * Fax: 908-329-0585 


http://www.mcunltd.com 
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When You're Ready 
To Earn What You Deserve, 
Call SOURCE EDP. 


The industry’s best hiring and compensation advice 
doesn't have to cost you a penny. 


As the largest IT staffing firm in the country, Source EDP can 
provide expert advice on salaries, hiring trends, and technical career 
directions. Each of our recruiters has extensive hands-on technical 
experience, so when you talk to us, we'll understand your skills and 
how to present those skills to 
direct hiring managers. And it’s all 
free to you. 


In addition, our 1996 
Computer Salary Survey and 
Career Planning Guide lists 
salaries for 50 job titles in 48 
major metropolitan areas of the 
country. It also provides job 
descriptions by title, technological 
trends, and career development 
advice. It's a document no IT 
professional should be without, 
and it’s completely free of charge. 
For your free copy, just call us or 
visit our booth at the US 1 
Computer Showcase on 
July 25th. 


CALL: 609-452-7277 ° FAX: 609-520-1742 
WRITE: 5 INDEPENDENCE WAY, PRINCETON, NJ 08540 


source< edp 


Computer Recruiting Specialists 
A Division of Source Services Corporation® 


pT pr eer 
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PRINCETON COMPUTER SUPPORT 
MEANS TOTAL SUPPORT. 


For over 11 years, Princeton Computer Support has 
been servicing large corporations like Dow Jones 
with quality materials, superior workmanship and 
fully tested performance for all custom computer 
design, repairs and upgrades. If you’re a small 
company or individual, you’re probably wondering 
how you can get these same great benefits — Good 
News! Now smaller companies and individuals can 
get this same dedicated service providing you with 
individualized attention so you won't feel like a 
little fish in a big pond. So whether you’re a Dow 
Jones or a Fred Jones, come to Princeton Computer 
Support for all your computer equipment needs. 


Services include: 

depot and on-site repairs 
upgrades * exchanges 

parts sales * new computers — 


As an authorized distributor/reseller, 
Princeton Computer Support fully supports 
these leading manufacturers: 


Laptops & Notebooks: 


AST Compaq NCR 

IBM _ Texas Instruments AT&T 

Dell Toshiba 6 Most Major OEMs 
Laser Printers e Inkjet ¢ Dot Matrix: | 
HP Canon | ee 

Epson Okidata 

IBM/Lexmark Panasonic 

Computers: 

Pentiums® AST Toshiba Prince 
486DX IBM Acer 

Upgrades: 


CD-ROMs’ Tape Drives Memory 
Processors Hard Drives Multimedia 


Copiers & Facsimiles: 
Xerox Panasonic 


Any brand not listed? Call! 


For Customer Service, call: 


1-800-682-5168 or 
609-921-8889 


Please inquire about volume 
discounts. 


== So 
WSA MasterCard. 
We accept me 


PRINCETON COMPUTER SUPPORT 


5 Crescent Avenue * P.O. Box 787 
~ Rocky Hill, NJ 08553 
- 609/921-8889 © Fax: 609/921-7691 
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“Whether you’re a 
Dow Jones ora 
Fred Jones, 
Princeton 
Computer Support 
will provide you 
with all your | 

computer 


| equipment needs.” 


Kathleen Nartowicz 
President 
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Princeton Internet Group. Inc. 


Aitp Jj/iwww.PilnGsitite com 


OVER ONE 
MILLION 
SERVED 


TO THE: PING SERVER 
PER VIONT H) 


Multimedia Internet Services Network Consulting 


13 Roszel Road, Suite B113 Princeton, New Jersey 08540 


“Voice 609.452.1667 Email info@PInGsite.com 
Fax 609.452.0063 WWW http://www.PInGsite.com 
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Bring Wour Creations 


© LIFE! 


THE RIGHT PAPER 
' MAKES A DIFFERENCE! 


Our Professionals Will Help You Choose from 


OVER 1000 DIFFERENT 


Papers & Envelopes And More 7 


oro OQ” 


Copy Paper _ White “10 
4 % 2 090 § 309 09 Envelopes 


rius. 


Announcements 
- Avery Labels 
Brochures (trifold) 


Carton 
5,000 Sheets 500 Sheets $599 $ g 99 
Pack 


: Box 
+ BY, = DO 
84% x 11 - 20# - 24 Brightness 500 Env. 125 Env. 


- Premium Quality - Certificates 
| - Crane's 
Desktop Paper & Envelopes Stationery 
Publishing UB TAs RBA le 
Over 100 mew © "For the pa see ae Foil 
: The F 
Varieties of gti nace Want vg - Letterheads 
Bordered Paper | . Paper | - Presentation 
L $4905 Folders 
rts Law bs Se - Ribbons 
3g 905 and More! 
100 Sheets 


from the Paper Adventure Collection 


One of over 100 designs we stock 


Lawrenceville: 2721 Brunswick Pike, Business Route 1 & E. Darrah Lane * 609-883-5488 « Fax 609-883-3642 
New Brunswick: 13-B Jules Lane * 908-214-1700 * Fax 908-214-1702 
Lakewood: 1195 Airport Road * 908-370-2600 * Fax 908-370-2790 
Mt. Laurel: 1207 Route 73 * 609-273-4444 « Fax 609-273-4440 
; Egg Harbor Township: 6701 Black Horse Pike, Cardiff Plaza * 609-272-9500 « Fax 272-9400 
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When you need to be... 


Better Bees 


Your Printer needs the know-how to make your project stand above the crowd. 


With a professionally trained and certified staff. | 


On-site owner obsession with your satisfaction. 
A supermarket of the latest, proven printing solutions. 


Manuals, Books, 
Brochures 
Direct from Disk 


Digital and traditional equipment, with smart operators. 


Your Printer needs a cross-trained staff with plenty of equipment capacity. available oe 


| Round -the-clock production when needed. 

A motivated and energized sales / production team driven to see you rise to the top. 
Innovations like 4 hour turnaround on selected offset printing. 

And, digital printing expertise that often cuts turn-around time in half. 


L] 
i 


L 
I 


Color laminates 
24 hour service 


Faster dx Tobe ee 


We have special long-term pricing programs for our best customers. 
Phone 1-800-468-0125 today to reach one of our Certified Print Consultants.® 


Full Color Fiery prints 
Full service design 


1-800-468-0125 * FAX 908-329-8907 ¢ E-MAIL alpha28 1 @aol.com 


aiphagraphics’ 


DESIGN @ COPY @ PRINT 

* South Brunswick Square Shopping Center 
4095 US Highway | South 
Monmouth Jct., NJ 08852 


Multi color printing 
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ummer 96 Classes 
Register NOW! 


Pee | | 5 


wee ween SERVIC E:S 


The answer to all your network training. 


me Lotus Notes 


ticket with 4 Updates 


eacn (lass, 


_ StreetTalk 
Access Integration 


# Modern 


AON Sow = 


BOS 


Banyan - NT Migration 
all TODAY: 


800-793-3390 x199 PP 


ttp://www.trellisnet.com ast 
| al isea 
5. Corporate rates available BANYAN 


105 College Road East e Princeton, NJ 08540-6622 


al 


Facilities 


Lotus 


Authorized 
Education 
Center 


The Straight Paper Path 
Technology, the secret to 
trouble-free printing. 
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Brother HL-630. 
November 7,1995 
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HL720 Windows® 


HL730 Windows®/DOS® 


OOn 


RESOLUTI 
The new Brother 700 Series Laser Printers. It’s not easy taking an award-winning line 


January 1995 


| EONAR LET ITE 
PE Computing {Tt 
oe ? 
CONSUMER GUIDE ‘af * * * fig “ 
| ||-—Rating— | . 
| for Business | March 1995 ; 
ae a's Brother 
CHOKE Model #400 8 1 660 CormputerLife 
, Februa 
biog cod Brother Py & HL-655M 1005 
Issue 10 


PRINTS 
ENVELOPES 


3" x 5" to 9" x 12" 


P 
i 


of 


printers and making them even better. But we did it. Our new 700 series laser printers have even 


more of the features you're looking for. The unrivaled sharpness of true 600 dpi laser output, advanced straight paper path 


technology (to print on a wide variety of paper stock and sizes) at speeds up to a blazing 6 pages per minute. They even 


come with Free Surf ‘n’ Print Software (for easy printing off any Internet site). All at a price that’s every bit INTERNET 


Printing Utility Included! 


as amazing as their performance. So if you think our award-winning printers couldn’t be beat, ask for the 


next generation of Brother laser printers—the new, unbeatable 700 series. Full Retail Version Included Free 


Surf ‘n’ Print Software 


CENTURY OFFICE PRODUCTS, 30 Bakeland Avenue, Middlesex, New Jersey 08846 (908) 271-8600 


Brother International Corporation, Somerset, NJ * Brother Industries, Ltd., Nagoya, Japan 
* Awards issued for HL-630 series in 1994 and 1995. 


We're at your side. 


® 
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door, but they are not buying the 
product.” Trink suggested chang- 
ing the price (the offer). ‘We said 
to set the price very high to encour- 
age the client to stick with the 
product and not cancel.”’ 

Besides the basics, what then? 

“Online marketing can dovetail 
with a broader digital marketing 
strategy that encompasses CD- 
ROMs, laptop computer presenta- 
tions, and diskette mailers, says 
White. His firm is a subsidiary of 
the world’s largest college market- 
ing firm (MarketSource Corpora- 
tion) and has a mega Web site. 
”We tell our clients, don’t just con- 
sider creating a Web site. There are 
huge efficiencies when you ap- 
proach the project from a broader 
perspective." Plan your Web site 
so that you can leverage the same 
material for laptop presentation 
and diskette mailers. 

In the interactive marketplace, 
where the online audience is grow- 


ing exponentially, it is hard to nail 


down solid research on such topics 
as the value of advertising on the 
Internet. ‘‘We’re getting more data 
than we know what to do with. We 
are getting more information about 
people than they know about them- 
selves. But because the industry is 
just being born, it is difficult to nail 
down what this information means 
or where it is going to lead. We can 
create an incredibly accurate snap- 
shot of what someone is doing to- 
day, but — unlike in the traditional 


media — it is unclear whether they 


will be doing the same thing to- 
morrow.” 
And, says White, ‘Online PR is 


becoming a technical science © 


rather than a do it yourself pro- 
ject.” Anyone can do basic mar- 
keting of a home page, but canny 
marketing of that home page — 
using appropriate links under- 
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There are huge efficiencies when you approach a Web project from a broad per- 
spective. Leverage material for laptop presentation and diskette mailers. 


standing the science of search en- 
gines — now requires an expert. 

“Some businesses are on the 
Web but they are in absolutely the 
wrong place because they are not 
linking up to their audience. It’s 
hard, because it is an invisible mar- 
ket space, like looking into a crys- 
tal ball,’ says White. ‘They are 
not seeing a level playing field, 
they are seeing a blur.” 

Yet with proper understanding 
of the Internet, anyone can figure 
out how to identify the target audi- 
ence and get their message in front 
of the audience. “It’s more than 
creating a web page and waiting 
for people to come to you,’’ White 
says. ““Then, once you establish the 
relationship, you maintain the rela- 
tionship and tie it into the selling 
side. Then — success can lead to 
greater success. Word of mouth 
seems to spread a lot better online 
than through normal channels be- 
Cause it is not totally perishable.” 


A. referees on the interactive 
playing field, White and Trink 
pretty much agree on the rules for 
the new games. Trink is president 
of Vaughn Drive-based Princeton 
Interactive Communications, 
which has its origins in Princeton 
Direct, the direct marketing ad 
agency founded by Trink and 
Robert Zyontz. 

The son of an aerospace engi- 
neer, Trink grew up in Queens and 
was a history major at Colgate, 
Class of 1977. He majored in mar- 
keting and management for his 
MBA from Washington Univer- 
sity. In his first job he worked at 
Marschalk doing couponing and 


sampling for the Minute Maid ac- 
count, then moved to the financial 
services division of Citicorp. ““We 
did everything from executive 
lines of credit and equity loans to 
credit cards,”’ says Trink. “‘It was 
exciting,” says Trink. ‘“We grew 
up in a business that was really new 
for advertising.” 

In 1983 and 1984 at a Manhattan 
direct response ad agency, for- 
merly Ted Bates, now Draft 
Worldwide, Trink worked on the 
Sperry Univac (now Unisys) ac- 
count, and Zyontz had the United 
States Navy account. “‘That’s 
where we got into business to busi- 
ness lead generation and govern- 
ment marketing.” 

Also in that time period, with 
Campaign Communications Insti- 
tute, he helped Merrill Lynch 
launch the first telemarketing cam- 
paign for IRAs, and helped Citi- 
corp launch a home banking busi- 
ness that proved to be ahead of its 
time. In 1984 he went to Scali, 
McCabe & Sloves, famous for its 
Perdue and Hertz accounts. 
“There, I worked in the Harris- 
Lanier business, of Arnold Palmer 
fame, on copiers and Dicta- 
phones. ee 

In 1987 Trink and Zyontz set up 
their own business. ““We both lived 
out here in New Jersey, and, the 
typical story, we were tired of the 
commute and tired of the merger 
mania that was going on in the 
advertising business. People were 
more concerned with the mergers 
than with their clients’ business.” 

The next year Trink and his wife 
Debbie, who now works part-time 
at Princeton Direct, had their first 
child, Rachel, followed by Daniel, 


Data Protection 
Against Acts 
of Nature . 


Remote Computer Backup Service * Disaster Recovery Planning 


Even if your building is a lightning rod 
we'll shield you. 


The frightening reality is that every company 
is vulnerable to data loss — from operator 
error, a software flaw, fire, flood, theft, or 
mischievous gnomes. 80% of all computer- 


dependent businesses do not have an 
adequate backup plan. 


When your business is protected by our 
remote service, encrypted copies of your 


critical files are automatically compressed 
and electronically transferred offsite nightly, 
where they are available for retrieval by you 


at any time of the day or night. 


Peace of Mind Ahead of Time for about $2 a day! 


Mercer DataSafe 


609-731-3523 
Fax: 609-896-4964 


E-mail: mdsafe@aosi.com 
http://www.aosi.com/mdsafe 


who is now four. 

Trink and Zyontz continued 
their emphasis on working with fi- 
nancial firms, though they also 
work in such areas as consumer 
electronics, publishing, and soft- 
ware. “‘As it happened, the busi- 
ness grew with accounts from For- 
tune 1000 companies, and gradu- 
ally encompassed small and 
medium-sized businesses As it be- 
came more cost effective for them 
to get into the direct marketing ¢ 
game,” says Trink. Among his cli- 
ents are Summit (for the discount 
brokerage), Beneficial National 
Bank (for credit card programs), 
Advanta (for the MasterCard Busi- 
nessCard), and Ernst & Young (for 
management consulting). 

Trink’s B-To-B Online Web 
site, subtitled the Internet Market- 
place for Business (http://www.- 
btb.com), is a mall for business-to- 
business marketers with marketing 
and financial tools. It has such 
products and services as a business 
credit line, sales force rewards and 
incentives, sales productivity aids, 
lead generation programs, college 
sports sponsorships, travel assis- 
tance to remote sites, mailing and 
presentation aids,-computer and 
software books and magazines, as 
well as hyperlinks to other small 
business resources. This month 
Trink will debut an online applica- 
tion for the Advanta MasterCard 
BusinessCard. 

Trink is also in charge of CAMA 
Online, the Web site for New Jer- 
sey CAMA members and spon- 
sors, at http://www.btb.com/- 
cama). It has program and mem- 


-bership information, and a job 


bulletin board, and will soon in- 


samples and trials, an “‘ask the ex- 
pert’’ page, and a referral network. 

Whether the budget is large or 
small, says Trink, the principles 
are the same. “Someone with 
$1,000 to spend on a campaign can 
emulate what we try to do. Just 
apply the basic questions — what 
media, what offer, what creative 
message, what format.”” Most di- 
rect marketing mistakes are made 
by firms who fail to offer some 
kind of deal: “I could go through 
the U.S. 1 Newspaper and count on 
10 fingers any ads that have an 
offer.” 


eS Larry Trink, Derek 
White operates an Internet-drive 
spinoff of the original firm. He is 
general manager of MarketSource 
Interactive and vice president of 
the college marketing firm at Exit 
8A, MarketSource Corporation. 
“‘MarketSource Interactive is per- 
fect forme,” says White, “because 
it is the convergence of marketing, 
technology, and creative.” 

White’s father was a chemical 
engineer at Rohm & Haas, but he 
also traces his technical originality 
back to his English/Irish great 
grandfather, who was an inventor. 
As for marketing creativity — in 
third grade he started a business 
selling decals that he had obtained, 
for free, from mail-order ads. 

White was a finance major at 
Indiana University of Pennsylva- 
nia, Class of 82, where he was also 
a ski instructor. One of his ski stu- 
dents was his future wife, Carolyn. 
(They now have two children — 
seven-year-old Austin and three- 
year-old Madison). 

For an MBA at the University of 
Wisconsin at Madison he concen- 
trated on decision support systems 
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COMPUTERS & 
INTERNET SERVICES 


¢ Website Design & Development 
¢ Virtual Community Creation 

° Website Hosting 

* Free Internet Seminars 

at Your Office 

¢ Internet Consulting 


¢ Website Maintenance 


SERVICE & UPGRADES 
* SYSTEMS * NOTEBOOKS ¢ PRINTERS © MONITORS « 


WE SERVICE ALL MAKES & MODELS: 
ACER « AST * COMPAQ « DELL « HP * LEXMARK ¢ OKIDATA 
IBM ¢ NEC * TEXAS INSTRUMENTS « TOSHIBA « ZENITH 
AND MANY OTHER BRANDS 


ON-SITE/CARRY-IN REPAIRS ¢ FREE ESTIMATES ~ 


>» RINCETON 


COMPUTER REPAIR & SERVICES INC. 


12 ROSZEL ROAD, SUITE B103, PRINCETON, NJ 08540 
PHONE: (609) 452-8747 * FAX: (609) 452-0208 
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— how executives would eventu- 
ally have access to information to 
make decisions. ‘‘At that time it 
was relegated to nerds in a room,” 
says White. 

In the early ’80s, he entered the 
world of technology with the earli- 
est editions of personal computers 
— Kaypros and Apples. He 
worked for the Pennsylvania- 
based Computerware as director of 
major accounts and then took over 
as president of Graphic Connex- 
ions, which was majority-owned 
by MarketSource, and converted it 
into a service bureau. White is now 
general manager of MarketSource 
Interactive; he is also vice presi- 
dent of creative services and infor- 
mation systems for MarketSource 
Corporation. 

““We’re the country’s largest co- 
operative sampling company,” 
says White. He says that Market- 
Source has met with venture capi- 
tal partners to investigate the pos- 
sibility of going public, and among 
its partnerships are those with Net- 
com, Earth Link, and AT&T. 

This fall it will deliver 1.5 mil- 
lion AT&T coupons to college stu- 
dents who can get free Internet ac- 
cess by calling an 800 number. At 
Blockbuster Video now, those who 
rent three videos receive a bonus 
box with such giveaways as disks 
from America Online and others. 

Nearly all of MarketSource’s 
college market activities, (includ- 


ing concert tours, events at spring | 


break, and sample boxes distrib- 
uted to dorms) can feed into the 
Web site, http://www.taponline, 
which has evolved to be part news- 
paper, part magazine, and part 
broadcast network — a virtual 
value chain. 

In addition to full-time editorial 
staffers the Taponline Web site has 
30 paid columnists and 100 peer 
group contributors. The content 
ranges from coverage of the presi- 
dential election (with “‘Crossfire”’ 
style student columnists), to multi- 
ple movie reviews, and snow- 
boarding and skateboarding mate- 
rial from Heckler Magazine. 

Among the Web site advertisers 
are OS2, Colgate, Speedstick, Ad- 
vil, 7-Up, Microsoft, Honda, and 
Toyota, and online promotional 
sponsors include Liz Claiborne, 
Hershey, McGraw Hill, Promotion 
Marketing Association of Ameri- 
cas, and AIG Insurance. 

Another spinoff, MS Technol- 
ogy, does outsource.sales for major 
computer firms, technology events 
(trade shows, conventions, table- 


top displays at retail outlets), and 
training. 

White is a fervent proponent of 
segmented marketing for the In- 
ternet. He urges advertisers to de- 
velop age-specific targeted mini 
Web sites to interface between the 
advertising banner and the main 
Web site. “So many companies 
drop a banner into a web site and 
they are lost there. For half the 
people, the copy doesn’t appeal to 
them and the graphics don’t appeal 
to them. We like to get specific 
targeted mini sites that speak the 
language of the target group and 
graphically appeal to them. We 
have done a lot of research on 
that.” 


Wii uses databases to do 
the segmenting. For a Web site for 
U.S. West a database gives differ- 
ent pricing information for differ- 


‘ent cities and states. On an insur- 


| PRE 


At one Market- 
Source site surfers 
are asked to pro- 
vide their ages. ‘If 
you are 25 years old 
you get different . 
copy and graphics 
than if you are 65.’ 


ance site that MarketSource 
planned, surfers are asked to pro- 
vide their ages. “‘If you are 25 years 
old you get different copy and 
graphics than if you are 65.” 

White’s own site has a proprie- 
tary tracking system that observes 
browsing habits and records what 
data the surfer likes and where the 
surfer goes. “The next time you 
come into the area we can bring up 
whatever graphics copy we want 
for that page. We might skew the 
ads to your interest.” 

Though tens of thousands are 
playing in the “‘taponline.com”’ 
games and chat areas, only about 
two percent of the site visitors — 
30,000 to 40,000 people — have 
actually registered in the site’s 
content areas. To get useful data, 
MarketSource collects sign-in in- 
formation by tiers — the first 
group, for those who don’t like to 
reveal much, asks for minimal in- 
formation. ‘‘A fair amount of our 
original data had been obscured by 
people who left things blank or 
who filled out wrong data.”’ In con- 
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trast, the third tier makes the surf- 
ers feel that they are part of a spe- 
cial test group and has multiple 
pages. 

Like any good marketer, White 
tries to see down the road. His firm 
is partnering with Carnegie Cen- 
ter-based Peterson’s on a number 
of fronts. It has also embarked on 
a multimillion project for the sale 
of new textbooks with Peterson’s 
parent company, International 
Thompson, as well as with pub- 
lishers such as John Wiley, Ad- 
dison Wesley, and McGraw Hill. 

College students have tradition- 
ally tried to bypass the new book 
counter, but now — with more and 
more professors putting their ma- 
terials online — the market for new 
textbooks is even cloudier. 

‘The publishing industry could 
be crushed — or it could be a force 
in the next decade,” says White. 
Left to their own devices, he be- 
lieves, the publishers would mount 
individual scattershot efforts. ““We 
have the force, through our book- 
store and college connections, to 
pull it off in a way that no one else 
can do.” 

White helped form the concept 


‘for “Study Shack,” aimed at help- 


ing publishers test new ways to get 
paid for distributing information. 
*““A faculty member can go online 
and read all the texts being offered 
and make a decision. Or, students 
can plug into a particular course at 
a particular college to say what 
study aids are available. They can 
get a chapter of the guide and de- 
cide whether to buy it.” —_- . 

Aiming to help students get\an 
academic edge, Study Shack will 
eventually be staffed with online 
tutors to help with calculus prob- 
lems or proofread an essay. Now it 
offers workbooks and study 
guides, with free sample chapters, 
for online purchase. A finished stu- 
dent thesis will be able to be pub- 
lished on a page of the Web ‘site 
entitled the Paper Trail. 

““We go out to parents to say 


that, for $40 a year, your students 


can have unlimited access to tu- 
tors, plus all the materials they 
need,” says White. Publishers can 
use this site to test how to sell their 
textbooks, chapter by chapter, on 
the Internet. 

“T’m selling a technology solu- 
tion, an ever-moving target,” says 
White. ‘“‘The whole product 
doesn’t exist, as such; it is con- 
stantly evolving.” 

Whether you are a pioneer who 
is forging new links in the virtual 
value chain — or you are in train- 
ing to play the marketing game on 
the just-leveled digital field — you 
can be sure that the field is getting 
crowded. “We are creating the 
tools and the approaches to the 
market, while the rest of the pack 
needs to be sure their approach is 
where the audience is,”’ says 
White. “But the audience is there, 
and is there in ever increasing 
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‘*Y ou can plug in your number and 
track your delivery. If the 170,000 
people who checked the web site 
had called the 800 number, each 
call might have cost a dollar or 
two.” 

Customer service? “‘Catalogers 
and magazines can make offers 
and subscription information 
available on line. And if compa- 
nies would corre- 


spond with five OF qugqaagagaaeneeeeeemmen 


10 percent of their 
customers by E- 
mail, they could 
answer people so 
much faster at so 
little cost.” 

Like a faxback 
service, auto-re- 
sponder technol- 
ogy allows some- 
one in San Fran- 
cisco to E-mail a 
document request 
to an East Coast 
supplier at 4 p.m., 
California time, 
and receive it auto- 
matically — even though the sup- 
plier is closed for the day. 


Bur E-mail postings can an- 
nounce new products or give valu- 
able information. ‘““Companies 
tend to get lazy if sending out in- 
formation involves writing a mes- 
sage, printing it, putting it in enve- 


lopes, and paying for the postage. 


Now the cost is nearly free and it 
is ridiculously easy to do.” 

Say you want to buy anew copy 
machine. You go to a World Wide 
Web site and peruse reviews of the 
top 20 copiers. Then you can re- 
quest more information and to be 
contacted by a local dealer. ““To be 
blunt about it,” says Brechner, 
“You can acquire information 
about your customers and use that 
information to sell them stuff,”’ 

Brechner practices what he 
preaches. Those who register on 
his Web site get access to a “‘re- 
minder” service and receive a free 
E-mail copy of a 15-page report, 
‘101 Ways to Slash Operating 
Costs.” . 

Already he has collected an im- 
pressive amount of information 
about this site’s surfers. Of the 


*2,000 people who have registered 


so far, the median age is 39, and 70 
percent fall into five categories — 
Owner, manager, president,. vice 
president, or director). About 80 
percent of the firms are in the 
“‘small business’? category and 
they came from 50 countries. 

His grand scheme is to provide 
a series of supersites on various 
topics, each designed to attract a 
large audience. ‘““We have a tre- 
mendous amount of free informa- 
tion,” says Brechner. 

This is not an overstatement. To 
give some idea of the vastness of 


These technolo- 
gies can enhance 
‘old’ marketing 
_methods, says 
Brechner, ‘and 
help non-special- 
ized marketing 
people use data- 
base techniques.’ 


sections (which correspond to 
books) and the chapters in each: 
Communications (business writ- 
ing, telephone systems, employee 
communications, E-mail, presen- 
tations, mobile offices, faxes), 
Consulting (marketing, getting 
business, setting fees); Finances 
(accounting, credit, cashflow, 
forecasting, buying/selling a busi- 
ness, negotiation, financing, sav- 
ing money, taxes, borrowing, and 
money management); and much 
much more. 

Brechner 
plans to expand 
the regional re- 
sources pages on 
his Web site by 
partnering with 
publishers to give 
their advertisers 
an online pres- 
ence. 

Born __ in 
Brooklyn, 
Brechner grew 
up in West Or- 
ange, where his 
father was a 
chemist and his 
mother a teacher. A 1973 graduate 
of Seton Hall, he sold print adver- 
tising space and owned an ad 
agency. Then, in the early 80s, he 
wrote and self published a book 
“‘The Computers Are Coming.” 

Brechner has written a total of 
11 books on topics ranging from 
careers to computers. ““The Career 
Finder”’ was a best seller for Bal- 
lantine, and the College Survival 
Kit, designed to help high school- 
ers, sold a quarter million copies 
and generated television and 
newspaper tours. But, says 
Brechner, for the average writer 
there’s no money in books. Writ- 
ers do, nevertheless, get some 
good perks; for a football book he 
was able to nab season tickets to 
Giants games. 

“Through a series of coinci- 
dences I fell into the direct market- 
ing business and developed the 
largest base of computer owners as 
identified by computer brand,” 
says Brechner. “‘American List 
Counsel managed my list and 
turned me into a household name 
in the list industry.” 

Now Brechner’s firm, Super- 
sites LLC, is an affiliate company 
of ALC and has space at ALC’s 
Orchard Road headquarters. ‘““We 
are developing tools to create da- 
tabases of people with interest in 
the business-to-business areas,” 
says Brechner. “‘It is in its infancy 
now, but we believe we will be 
able to identify people at the point 
when they are in the evaluating 
and purchasing stage.”’ 

As for the Web site, SmartBusi- 
ness Supersite may have competi- 
tion, but Brechner says he has two 
advantages — the breadth of his 
offerings and the fact that he is 
independent and is not selling any- 
thing. Says Brechner: “‘All other 
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Continued from page 3, this section 


we should be sending Sergio to a 


pharmaceutical company on a 
faceoff with some private com- 
pany and say he represented 
Princeton University. We also 
weren’t prepared to put up money 
to advertise and do deals to allow 


_ him to grow.” 


In the 1980s, everyone expected 
the Internet to be free. It was hard 
to imagine it as a profit center. But 
perhaps because he came from a 
family of entrepreneurs, Heker 
looked down the Information 
Highway and saw “‘an opportunity 
to construct a business,’’ says 
Heker. “In retrospect that was a 
very good thing to do.” 

Heker admits that he has a 
“more opportunistic perspective” 
than most engineers: ‘‘My father 
started several business activities, 
and that is the environment in 
which I was brought up.”’ 

Heker’s grandfather emigrated 
from Russia to Argentina after 
World War I. His father worked in 
a textile factory and then started his 
own Buenos Aires-based factory 
to make fashion raincoats; he em- 
ployed 200 workers. After 25 years 
he switched businesses and went 
into construction and real estate. 

Heker says his father always had 
a “‘very open and honest approach 
to things. When he sold an apart- 
ment to a young couple, he would 
counsel them. Many of these peo- 
ple bought their second and third 
apartments from my father and al- 
ways remembered how he had 
helped them. Through the years, I 
saw that doing things the right way 
pays off.” 

His father’s way was also the 
personal way, which has influ- 


enced Heker’s plans to serve the | 


corporate market. ““The business 
that I feel more comfortable in do- 
ing is the customized niche,” he 
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Of the departed staff, Heker notes ‘there are some | would like to see back, 
and some that no longer fit. Some people can take risk, and some can't.’ 


says. ‘I cannot address millions of 
people at the same time. I can ad- 
dress a smaller group. Hopefully 
we can build a company culture 
that can help in moving in that 
direction.” 

He and his younger sister (now 
an interior decorator in Buenos Ai- 
res) were taken by his mother to all 
sorts of lessons (even now, he can 
serenade his wife on the guitar) and 
to a family club where all the chil- 
dren knew each other’s parents and 
grandparents. 

It was a wrench for his family 
when he transferred from an elec- 
tronic engineering program in 
Buenos Aires to Stevens Institute 
of Technology in Hoboken. ‘They 
supported me when it was hard for 
them. We are all very close,” says 
Heker. 


O. an accelerated schedule 
he finished both his bachelor’s and 
master’s degrees in two years, 
graduating in 1985. He was also 
extremely active in student organi- 
zations. “I really believe that in 
this country there is no lack of op- 
portunity. It just depends on how 
hard you want to work,”’ says 
Heker. “I used every spare mo- 
ment.” 

He began working at the John 
von Neumann supercomputer cen- 
ter in 1986 to set up an Internet 
network that would extend beyond 


just supercomputer scientists talk- © 


ing to each other. 

Then he met and married his 
future wife. “It didn’t take me too 
long to make a decision, and that, 
in a way, is similar to other things 
that I do,”’ says Heker. “When I 


know what I want, I move 
quickly.” 

Ronit Heker met the qualifica- 
tion of being an “‘internationalist.”’ 
A Rider College graduate and part- 
time teacher, she was the daughter 
of a financial manager who worked 
for an international construction 
company, and was raised in vari- 
ous countries on three continents. 

“She was managing Rosa’s 
Caffe at Princeton Shopping Cen- 
ter. I just happened to go there, and 
after that I continued to go there 
every day until she was no longer 
working there. Within three 
months we decided to get mar- 
ried.”” The large and festive wed- 
ding took place in Argentina. 

Heker appears diffident by na- 
ture, but when he speaks of his 
three children and his desire to give 
them a congenial family life (he 
and Ronit recently joined Green- 
acres Country Club to try to recre- 
ate the family-oriented groups he 
knew as a child) he becomes ani- 
mated and jumps up to get his chil- 
dren’s latest snapshots. 

“T find myself attached to the 
people that work here, and I try to 
spend time with them here and in 
Mexico,” says Heker. “‘It is getting 
harder, because there are more 


people, but that is one of the things 


that I enjoy doing. It is the people 
who are going to make things hap- 
pen in our niche.” 

“It wasn’t particularly easy, it 
wasn’t a smooth road,”’ he admits 
when asked to comment on the 
painful subject of so many staff 
members leaving last summer. He 
says the departees were less wor- 
ried about getting their paychecks 
on time than about the long-term 


future of the company, ‘“‘whether 
the company. was going to make it. 

“Now some of them went to 
come back, now they see that they 
were wrong. There are some | 
would like to see back, and there 
are some people that no longer fit. 
Some people can take risk, and 
some can’t.” 

What is the risk doing to Heker 
himself? “‘I think about the busi- 
ness 24 hours a day, even when | 
sleep, even on the weekend,” he 
admits. “‘It is a full time job. When 
I go on vacation, I have to go for 
two weeks because it takes me one 
week to relax.” 

Heker’s success, says Princeton 
University’s Fuchs, is at least 
partly due to his personality, start- 
ing with his strength of purpose. 
Don’t be fooled by that quiet voice, 
says Fuchs. If Heker’s first pro- 
posal doesn’t get the right results, 
he will persist and return with an- 
other angle. 

Also, as an entrepreneur, Heker 
is planning for the long term. “‘Ser- 
gio talks about GES as something 
he wants to build up and give to his 
children,’ says Fuchs. “‘He 
doesn’t want to sell it and get out 
and clip coupons.” 

But, suggests Fuchs, ‘““Delegat- 
ing and being able to let people 
make decisions — this is some- 
thing I think he is learning.” 

Fuchs also says that — whether 
by hiring more people or by chang- 
ing his procedures — Heker has 
fixed some of his customer service 
problems. Whether such problems 
as slow response to client tele- 
phone calls were real or perceived 
they could have tarnished GES’ 
reputation. 
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Brandinger emphasizes Heker’s 
need to communicate: ‘‘One of the 
things that Sergio does very well is 
to be relatively low key and non- 
pressuring,” says Brandinger. 
“My own personal belief is that 
this kind of business requires. 
strong marketing support and I 
don’t know how that is being de- 
veloped.” 

Heker seems to be taking his 
mentors’ advice. To grease GES’ 
pipelines for decision-making he is 
instituting a company wide train- 
ing program. ‘‘We are building an 
internal certification program, be- 
cause we want to make sure we 
create just one image, internally 
and externally.” 


Ar cotter delegating tactic that 
will help keep his employees on 
board is to share more of the com- 
pany’s financial circumstances. 
“More people know the balance 
sheet information. By under- 
standing more, they can influence 
things.” 

As for communicating, Heker 
admits he needs to make major im- 
provements. ‘We have been so im- 
mersed in doing things, we have 
spent so little time in terms of com- 
municating. We need to convey a 
certain message about how we 
want our clients to see the com- 
pany.” 

‘People in general think we are 
another Internet service provider. 
We are so far from being one of 
more than 1,400 providers,” says 
Heker with scorn in his voice. He 
cites other projects — a school and 
a consulting business. 

GES does training now, some of 
it in conjunction with Bay Net- 
works, but will expand that into a 
formal school to meet the world- 
wide need for trained technicians. 
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4:00: Panel Discussion on Desktop Marketing 

New Marketing with the New Technologies 

Derek White, MarketSource Interactive 

Larry Trink, Princeton Direct/Princeton Interactive 


5:00 to 8:00: Exhibitors from the Virtual Frontier 


6:30: Hands-on marketing workshop with Irv 
Brechner, affiliated with American List Counsel 
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1996 Computer Showcase & Symposium | 
Thursday, July 25° Princeton Hyatt Regency 
4pu: Symposium * 5-8pu:; Showcase 


Admission is Free but please pre-register. 


FEES? 1996 Computer Showcase & Symposium 


Thursday, July 25, 4 pm: Symposium, 5-8 pm: Showcase ° Princeton Hyatt Regency, Free but please RSVP 


Alphagraphics 
Applied Automated Engineering Corp. 
Bancard | 


Cascade Media Group 


Center for Training & Development/ Community 
Education at Mercer County Community College 

Century Office Products 

CEW Computers & Electronics Warehouse 

Chroma Copy 

Chubb Computer Services 


Clancy Paul 


MCI 


Mail to U.S 1 Showcase, 12 Roszel Road, Princeton, NJ 08540 
Or fax: 609-452-0033. Or E-mail: usinews@aol.com 
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Digital Arts & Graphics 
Dow Jones / The Wall Street Journal 
E-dezign Group 
Graphic Integration, Inc. 
ICM / Integrated Computer Management 
Kick Start! Computers & Mailings / Visual Impax 


Name: OmniNet International 
Title: PickQuick Papers, Incorporated 
iat Polmar/ComputerLand 
Company: Princeton Computer Repair & Services, Inc. 
Princeton Computer Support 
Street: Princeton Direct, Inc. 
as Princeton Internet Group 
City, State: Slide Design & Production 
Source EDP 
e: 
baad . Superior Office Design & Furnishings, Inc. 
Check here for information on sponsoring an exhibit. Total Telecom 


Trellis Network Services 
Triangle — Your Creative Center 
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Heker also wants GES to provide 
consulting services, either in- 
house or through a partnership, for 
clients who might need, for in- 
stance, an intranet (an internal net- 
work posted on the Internet). He 
cites winning a contract in Mexico 
against EDS and General Motors 
for this. About 15 percent of the 
clients are developing Web sites 
and intranets through the Interac- 
tive Media Services department. 

But the most important strategy, 
of course, was to get outside fi- 
nancing for expansion. “‘We want 
to be ahead of the game in terms of 
shortage of capacity,’ says Heker. 
Supposedly, by next year, the In- 
ternet in the United States will get 
bogged down by too many users, 
but by expanding now Heker 
might be able to prevent a similar 
problem in Latin America. “‘In the 
next three years we will be spend- 
ing more than-$15 million and that 
is a lot of money for us,”’ says 
Heker. 

**What type of financing was not 
that clear cut,” says Heker. The 
solution: take $10 million from a 
strategic partner, who becomes a 
minority shareholder. 

The partner, International Wire- 
less, headed by Greg Carr of Cam- 


bridge, Massachusetts, was an un- 
known quantity until, in May, it hit 
the headlines by buying Prodigy, 
one of the early “online service 
firms. Heker says International 
Wireless gets its funds from a 
group — headed by billionaire 
Carlos Slim — that controls the 
telephone company In Mexico. 


Sina: judged by Forbes 
Magazine to be the wealthiest man 
in Mexico, is known to be a friend 
of the controversial former presi- 
dent Raul Salinas. Slim has also 
been compared to billionaire War- 
ren Buffet, not only because he 
leads a modest lifestyle but be- 
cause, as Bloomberg Business 
News noted, he had a 1980s strat- 
egy of buying ‘“‘troubled-but- 
promising companies at distress 
prices” and “cutting costs to make 
them profitable’’ then keeping his 
shares for the long term. When the 
Mexican telephone company (Tel- 
mex) went private, Slim’s firm 
Grupo Corso came out with nearly 
51 percent of the voting shares. 


Heker insists that, by hooking 
up with a strategic partner, he has 
not lost control of the GES helm. 
‘“Y ou are never in full control. You 
have your clients, your employees, 
vendors, banks — it is always a 
community and you have to do 
what is the proper thing to do.” He 
says his employees will eventually 
own GES stock. 

“There is a big difference be- 
tween owning and controlling. I 
need to control to be able to estab- 
lish a direction for the company. If 
the public believes in the direction 
I can give, then it is appropriate 
that I can control it.” 

As for the expansion, from 
8,500 feet to 20,000 feet: “I had a 
moment where I thought, isn’t it 
too much? Now I think it may be 
too little.” 

“It is very exciting. Unfortu- 
nately there is not too much time 
for enjoying the excitement.” 

Some excitement of the wrong 
kind occurred just last week. On 
Monday, July 8, perhaps caused by 
some utility work being done near 
3 Independence Way, smoke was 


found in the utility room at that 
building. All equipment in the 
building was shut down and the 
building was evacuated. GES’ data 
center, the 24-hour national and 
international monitoring arm for 
its backbone network and access 
connections, had to be shut down. 

It wasn’t the first time an on-line 
service had had an emergency 
(Netcom On-Line Communica- 
tions shut down for 12 hours on 
June 19 because of one bad line in 
a computer program), nor will it be 
the last. 

But it came at a pretty good time. 
GES was in the midst of its planned 
move from 3 Independence Way (a 
building now owned by New York 
Life) to 4390 Route 1 (owned by 
Bellemead Development). Half of 
the accounts had already been 
moved and, because of the outage, 
the new location was revved up 
earlier than planned. 

Heker formed an emergency 
team of people from Bay Net- 
works, Teleport Communications, 
and Bell.Atlantic, and by Tuesday 
at 4 p.m. everything was working 


As for the expansion, from 8,500 feet to 20,000 feet, Heker says, ‘I had a mo- 
ment where | thought, isn’t it too much? Now | think it may be too little.’ 


again. Then he sent E-mail to his 
clients to say that a 45 Mbps line 
with Teleport had been accelerated 
and installed, that both T3 SMDS 


‘ lines had been reactivated, and that 


the databases had been duplicated 
at the Mexico City site. 

‘‘Y want to use this as an oppor- 
tunity to thank al] of you for your 
expressed support in this difficult 
situation. In particular, | want to 
acknowledge several of you that 
came to our new facility to offer 
any assistance, and to recognize 
the staff at GES who did an enor- 
mous effort to bring service back 
on-line in such a record time given 
all the elements that had to be ad- 
dressed. We at GES are really ap- 
preciative and are happy to be as- 
sociated with you.” 

One of GES’s newest employ- 
ees, Craig Blackson, had reported 
for work for the first time that 
Monday. “This crisis showed me 
how everyone here pulls together 
as a team,” says Blackson. “‘I was 
really impressed.”’ 

Global Enterprise Services may 
yet be swamped by the wakes from 
ships that steam by with the big 
freight — the AT&Ts, the Net- 
coms, and the Microsofts. But 
Heker plans to stay at his wheel. 
Says Heker: “‘I really believe in 
what we are doing.” & 


Your best vehicle to get on the 
Information SuperHighway 
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3 uperLink Internet Services 
superLink Dedicated Connections 

Connection Speed As Low As* Connection Speed As Low As* 

Frame Relay 56k $334.00/mo. | Point to Point 256k $339.00/mo. 

ISDN 128k $365.00/mo. Point to Point Full T1 $849.00/mo. 


- SuperLink Web Site Services 
Custom Home Page Design as low as $250.00 
Web Site Hosting with Domain as low as $75.00/mo. 


SuperShop Virtual Online Shopping Mall 
Advertise your business on the Internet at MOST AFFORDABLE Prices 

As Low As $11.25/month* 

Plus 50% discount for three months AND first month FREE!!! 


ba Monthly rates are based on their respective yearly rates. Dedicated pricing does not include equipment, 
setup, telco, installation and mileage charges if applicable. Prices subject to change without notice, 
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ted Internet Access 
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Fax: (908) 249-5782 


Call (800) 811-5888 (Sales) or (908) 828-8988 or 
Email to info@superlink.net for information 


Technical Support (M-F 9am to 9 pm, Sat. & Sun. 12 noon to 9pm) 
**$19.99 is based on using the vearly rate of $239.99. 


Setup fees not included. Prices subject to change without notice. 
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Quality + Reliability « Customer Focus ¢ 7 Day Technical Support 
NO BUSY SIGNALS - Over 500 lines in 212/718/201/609/908 


Local Access 609 


Hopewell - Mercerville - Pemberton - Riverside 
Vineland - Woodstown - Bellmawr - Toms River 


$ 1 O99; month 


Yearly Rate 


Monthly and half-year plans also available 
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Thursday, July 25 ¢ 4-8 p.m. 
Hyatt Regency Princeton 
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